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For Women... 


OPPORTUNITIES 
UNLIMITED 


“I have been selling insurance for over 
25 years, and I sell over 90% men. 
Clients do not care what sex you are 
if you are knowledgeable and sincere in 
helping to solve their problems, whether 
it be business insurance or personal.” 


The above quote from our new book, 
“For Women . . . OPPORTUNITIES 
UNLIMITED,” reflects the tone of the 
entire book with its positive attitude 
about the possibilities of women’s suc- 
cess as career/professional life under- 
writers. 


At the same time, the author does not 
underplay the fact that there are some 
disadvantages as well as advantages 
faced by women agents. He cites both 
pro and con. For example, he points 
out in the case of a married woman, 
the impact of her job on family life— 
what she can expect in the way of male 
chauvinism—and in the way of male 
respect for her abilities as a life 
underwriter. 


The author quotes industry executives, 
and has interviewed (by phone and 
mail) many of the leading women 
agents whom he quotes at length in his 
text. He quotes LIMRA statistics on the 
performance of women compared with 
male recruits. 


Two of the highlights of the book 
that make it both interesting and ap- 
pealing to women are: 1) A number 
of profiles of women agents currently 
under contract; 2) The author examines, 
and “‘lays to rest’’ ten of the most preva- 
lent myths about women agents. In the 
latter case, he has six successful women 
agents give their personal views on each 
of the ten myths. Some of their views 
may be a revelation to present man- 
agement! 

While designed especially for use in 
recruiting and training women agents, 
the book will prove enlightening and 
helpful to all who read it. 


SINGLE COPY — $2.50 
The Rough Notes Company, Inc. 
P. O. Box 564 
Indianapolis, IN 46206 
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